IS AN IMAGE WORTH A THOUSAND WORDS? NET REPRESENTATIONS OF THE BOOK INDUSTRY
Previous research has focused on the websites of scholarly presses (Regier, 1998) , university institutions (Ruiz, 2003) , the banking sector (Fernández, 2003) , the ceramic and tile industry (Posteguillo & Edo, 2005) , etc. Amongst these, the work by 
THEORETICAL FRAMEWORK
Genre analysis has proved a most useful tool for the analysis and functional description of the conventional forms of communication traditionally used by discourse communities to convey information and to spread knowledge (Swales, 1990; Bhatia, 1993 (Breure, 2001 ). Amongst such capabilities, the use of hypertext, the multimedia effect and an interactive audience must be highlighted (Fortanet et al., 1999) . Within this genre framework, it is important to view the digital document as a text in its own right, as
Breure (2001) As regards a typology of digital genres, Crowston and Williams (1997) One of the clearest examples of novel genres is the homepage. According to the popular online encyclopedia Wikipedia, the homepage "is the window of the website and usually best reflects the site's content." Crowston and Williams (1997: 39) 
The catalogue and the shopping cart
Since browsing is one of the key featu- Moreover, all include a search engine, another user-friendly device which enables readers to look for more specific information or which, as Regier (1998) puts it, "allows a short jump to a sale (...). This is the greatest single convenience a press can provide for a user."
About us and FAQ
The importance for any company to establish its background and credentials is evidenced by the fact that all the publishing houses analysed pay special attention to this information on their homepages. The study shows that the company's profile can be either accessed through the About us and FAQ links, or displayed on the very front page. relates to the choice between the personal pronouns it and we to describe the company. While the former may be accounted for in terms of the firm's struggle for impersonalisation, with the latter the company probably tries to lay emphasis on its human side, portraying themselves as a collective.
Contact us
All the publishing firms analysed offer customers the possibility of contacting them by means of the link Contact us. This link basically involves customer services, and enables users to make all kinds of enquiries-related to products and sales, inspection copies, marketing and publicity, rights and permissions, national and international branches or imprints, and even complaints about product faults, such as damaged books, missing pages or misprinting. Communication with the company has therefore become much easier and more direct than it used to be thanks to the online medium.
Some websites even include information about job vacancies.
A closely related factor which is significantly present on the book industry homepage is the market or audience targeted (Bhatia, 2004) . Certainly, all publishing houses work on the basis of a predictable readership but, regardless of this, some firms, particularly those that specialise in educa- This obvioulsy functions as a more eyecatching device than non-animated images, and it is especially interesting for book browsers, who can sit at ease in front of the computer screen and be presented with the most recent products and bestsellers, without having to navigate through the site.
However, the display is quite expensive, which might be the reason for its rather infrequent use. In general terms, the homepages in this study follow the basic rules to maximise a website recommended by Regier (1998) , especially the wide-ranging feature that reads as follows: "Include pages that answer fundamental questions: how to submit a manuscript, how to get to the press, who does what, whether the press publishes fiction, cookbooks, or poetry." Moreover, all the publishing firms update their websites and homepages regularly, which is another key feature in Regier's checklist. Obviously, the online medium allows book companies to promote and exhibit their products as soon as they are released onto the market.
To illustrate the results obtained, Figure   6 shows the typical layout of a publishing firm homepage, which displays some of the basic links and features just analysed: All in all, the verbal and the visual elements of the homepage are combined and work together to achieve a common purpose: the promotion of the company and its products. It can be argued that image acts both as an attractive complement to the linguistic message and as a visual aid for the browser to navigate the web more easily, whereas essential information is carried through the verbal message, so that both factors are responsible for the final persuasive effect.
CONCLUDING REMARKS
In general terms, this study has tried to argued that the verbal factor still plays a key role in the unfolding of the rhetoric of the genre, so that both elements combine harmoniously in order to achieve the genre's promotional objective more efficiently.
In conclusion, the homepage appears to be a most effective platform for a company to project its image, offer its products and reach its potential customers. 
